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ABSTRACT

Sales professionals play an important role to maintain revenue and continued profitability for the
petrochemical industry. This research aimed to develop a scale for micro-skills of selling for sales
professionals in Thai petrochemical industries. An exploratory sequential mixed methods design was
used that included a phenomenological study. Data was gathered through semi-structured in-depth
interviews with 10 experienced sales professionals to explore the main factors of micro-skills for
selling. The qualitative design results were used to develop a questionnaire to be administered to a
proposed 250 petrochemical industries sales professionals in Thailand. Five primary themes were
identified through thematic analysis. The quantitative data was collected by micro-skills of selling scale
and be analyzed by multivariate statistics, exploratory factor analysis (EFA). The implication of this
study would help to enhance knowledge about micro-skills of selling which are accountable factors for
the sales professionals’ performance in Petrochemical and related to Petrochemical Industries in
Thailand.
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